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Listening 
4 Ears 
 
Schulz von Thun example: 
A man sits in the passenger seat while his wife drives the car. They stop at a traffic light. 
When the light changes to green, he says ‘ The light is green’.  
Her annoyed reaction ‘Am I driving the car or you?’ 
 
 
 Sender Recipient 
Factual The light is green The light is green 
Appeal Get a move on I should start driving and 

pull away from the 
intersection quickly 

Relational You need my help He thinks I am a bad driver 
Self-revelation I am in a hurry He wants to get going 
 
Fact- a purely objective statement is made and facts are conveyed 
 
Appeal- the message serves to motivate the recipient to do something, thereby 
exercising influence over him. This means that the receiver senses what is expected of 
him with the statement 
 
Relationship- the message conveys what kind of relationship the speaker and the 
recipient have with one another. Depending on the relationship between the 2 parties 
the recipient may sense esteem or disdain from the senders message; this is further 
emphasised by gestures, facial expressions and tone 
 
Self –revelation- the sender gives away something about himself- a wish, a request, an 
invitation. Whether consciously or unconsciously, the sender’s statement conveys 
something about himself. 
 
 
3 levels of listening 
 
Level 1 
 
The listening is internal. We hear the words the other person uses and we focus almost 
completely on our own reaction to them and what they mean to us. This is your inner 
dialogue. What I’m thinking is… 
 
Level 2 
 
Focused listening. All our attention is with the other person. You listen to the questions 
the answers and the meanings. You listen to the words spoken, which is the tip of the 
iceberg. What you are saying is… 
 
 
Level 3 
 
Deeper and broader; it is everything that surround and accompanies their words e.g. 
emotions, energy level, pauses, inclinations and breathing. This is where you can learn 
about beliefs and values. What I am hearing is… 


